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What Factors Do You Consider When Selecting a Motor Car?

AT'S MIGHTY IMPORTANT—this matter of selecting
an automobile. Of course every buyer knows that. Bat
not every one knows how to go about :t to determine
just which car from among the many offered for his
consideration, will meet his requirements and afford
him the satisfaction he so devoutly hopes jor afterward.

IARE YOU ONE OF THOSE who ask sbout the horse
power, the hill climbing ability, the riding qualities; lock
it over and approve of the general appearance, then ask

; the price—eand think you have covered the whole ground?

IF YOU ARE, then you may be satisfied with your pur-
chase a feww months hence. We say you may—if vou are
hucky. Otherwise you will realize all too late that the
points mentioned, while important, are to be had in
lmost any automobile nowadsys and are not after &ll,
the most vital factors to consider.

{IF WE WERE ASKED to select from ameng all the cars
on the market to-day, and they were zll lined up in a
row for our critical inspection we would be as much at
sea as you are but that we know some things about
sutomobiles and their manufacture and their career
after they leave the factory that you, & laymsan, cannot

ly know. And we arc anxious to give you the
benefit of that kmowledge.

\BUT AFTER SEEING THEM-—noting points of con-
trast gend of sgreement in design, finish, et cetera, we
would esk some other questions—and note very care-
fully the replies.

'LET US ADMIT before going any further, that we are
prejudiced. Prejudiced mm favor of the Studebaker

. product. Prejudiced in its favor because we know how
it is made. Know more about its good points than you
or any one else can possibly know—because we know
as you can't know, how sincerely we try to build the
best automobiles possible—to give Studebaker cus-
tomers the best value for the money.

WE'D LOOK EM ALL OVER—first. Naturally. And
correctly. The buyer owes it to himself to see sl really
reputable cars and compare them point for point. Com-
pare points of comfrast—and features in which the
several cars agree. course, we would exclude—that
is to say, ignore—the riments. The new and un-
tried models. We d consider only cars backed by
reputations of long standing, for, aside from your own
judgment, based as it must be on a merely superficial
and brief exammation and demonstration, you really
have nothing to depend upon but the reputation back
of the car.)

‘WE WOULD STUDY THE DESIGN—see if it corre-
sponded with the best standard practice. Appearance
would appeal to us, of course. One likes to own 3 car
that looks more than he paid for it. Some look less you
know—and the majority look par at most.

WE WOULD RIDE IN IT—have a demonstrstion as

they say. And, while we would watch the performance
of the motor, transmission and the car generally, very

closely during that ride, we would not attach to it more

importance than it deserved. For any car especially
tuned up for the occasion and in the hands of a re-
sourceful driver will do almost unheard-of stunts. That
fools lots of otherwise astute prospects. '

BUT AFTER ALL THAT —after considering the factors
that any tyro would naturally take into account—we
would ask some other and more pointed guestions.
Questions that would stump eight out of every ten
salesmen —and perjure another tenth of them to answer
to our satisfaction.

WE WOULD ASK FIRST who made the car. Not who
made themotor, axlesandotherparts. Notwhoassembled
them and put his name-plate on the finished product,
but who actually made every part of the car from the
raw materigle to the completed car. And we would
exclude from further consideration all “‘assembled”
sutomobiles.

THEN WE WOULD WANT TO KNOW just how many
sutomobiles each manufacturer made per annum. For
the answer to that question is the answer to that other
*is it built or is it manufactured?’” If made in small
quantities—say less than 5,000 per year—then hand
work must of necessity enter largely into its making.
And we would not buy a hand-made automobile. The
hand cannot approximate the accuracy of the machine.
No two workmen do work of equal quality. A hand
made machine means one mistake made to fit another
—for perfection is impocsible by hand.

SO WE WOULD EXCLUDE from our consideration those
cars made in small numbers; for the following reasons:
First, cars made in quantities are better because methods
are possible in quantity production that are impossible
when making small numbers. And second: we would
know that parts of cars made in small quantities would
not be absolutely interchangeable, whereas parts of
machines made in immense quantities must be—
necessarily.

NOW WE HAVE REDUCED the cars we would consider
to @ very small number. (¥You see, we would select our
gutomobile by the simple process of elimination.)

Studebaker Corporation,

HAVING ASCERTAINED these things, we would

proceed to the still more important paints in the selection
of our automobile. We would ask for a list of owners in
our own town—our own neighbors and scquaintances,
and friends of our friends. And we would see them all
personally. Ask sbout the car; how it performed on the
different kinds of rosds and iIn varying weather. Ask
about its power and dependability. And finslly, we
would ingquire carefully as to the treatment accorded each
cusfomer by the manufacturer or his agent.

SPEAKING OF AGENTS: (Dealer is the better term.)

We would go further and ask whether, back of the local
dealer was a branch or merely a jobber. A jobber, you
know handles a certain product thisseason. This season.
Get that? Next season he may, and probably will
be handling a competing car. It will be necescary—or
he will think so—%o “knock™ the one he is sclling now.
And the easiest way to do that is to neglect it and
its buyer.

ONE CONCERN—STUDEBAKERS to be exact—have

thirty-six branch houses located in as many important
distributing centers all over this continent—Canada as
well as the U.®S. (There we go again! Constantly
reverting-to ourselves. And when we are trying so hard
to be impartial, tool)

NOW WE HAVE ELIMINATED ALL but three or four

cars from our further consideration. We are speaking
now of cars in the price-class of Flanders “20” and
E-M-F “30” which is to say, cars selling from $1600
down to $800.

PRICE OF FLANDERS *20" IS $800 at the factory and

of course there is no other car at a lower or even at that
price that compares with this wonderful car at all. And
though E-M-F “30°" sells for only $1100 you will find it
is damned by all dealers selling cars up to $1600. In
other words it is their t:ongest competitor, just as
Flanders “20" is the bafe noir of dealers who have $900
and $1000 cars to seil and who have to ergue that they
are just as good as Flanders “20."

THAT REMINDS US. Recently we heard of two m-

genious ways to maks the rival dealer tell, between the

lines as it were, which cars he really considered best.

Here they are:

ONE RESOURCEFUL BUYER made it a practice to

watch, while he talked with the various dealers, and see
which car they all knocked. He says the first car they
attack is invariably the one that pushes them hardest
in competition. He bought an E-M-F “30.” (But, of
course, that is aside from the story.)

THE OTHER, A PSYCHOLOGIST adopted this plan.

Be assumed that the car he was looking at was the best
in the world—to avoid argument with the salesman.
Then he asked which car the saleasman considered next
best.

HE BOUGHT A FLANDERS "20"—now this isn’t preju-

dice. Itisfact,

WELL, WHAT HAVE WE LEFT after eliminating the

cars that cannot measure up to the standards we have
set—standards which are the only safe ones on which to
base a purchase that involves as much money and means
so much in pleasure, or the reverse, as does the selection
of an automobiie.

WE HAVE STUDEBAKER CARSFlanders “20" and

v E-M-F *30" each in its own distinct class, And we
have only these because—because in addition to passing
all the tests enumerated with 100 per cent to their credit,
they possess that additional advantage which no other
cars enjoy—they are backed by the name and the reputa-
tion of Studebakers.

WE HOPE WE HAVE HELPED YOU to select the right

car. The one that will give you the most for your money
in the first place and the most service and satisfaction at
the least cost afterwards. If you apply all the tests we
have suggested your decision will be the same as ours—
Studebaker “20" or “30"—according to your needs and

your means,

JUST A WORD ABOUT DELIVERIES. We receive

many letters from good friends in about this vein:
“Would order a Flanders “20”" but competitors tell me
you are so heavily oversold I may not get_it till July.
Teli me the real situation.” Here's our reply:

V£ WARNED YOU in our last ad that tardy buyers

would undoubtedly be disappointed. We canrot alter
‘hat now. Tried to get ahead of orders in April but,
bad as the weather was we only managed to keep abreast.
Can’t hope to do more in May. But that doesn’t affect
buyers who are alert to the condition. Only the tardy
ones will get left. You can get a car—if you hurry. See
your local dealer to-day and he can most likely fix you
up for an early delivery. And if you doubt his promise
just drop a line to us at,the factory and we will tell you
whether he can positively guarantee you a car on the
date he says. Nine times out of ten he is telling you the
truth—that’s the kind of dealers we have mostly. But

don’t delay,

DETROIT
“MICH.

JAY F. KNOX AUTO COMPANY

400 TEXAS STREET.--BELL 4170
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